


An Index of Industrial Distribution Articles 


Here’s a listing of articles that appeared from January through June 1952 





SALES IDEAS 


Dervivery Mac Rapio 
Make Iv Posstsit 
Kansas City distributor can deliver order 
in from 10 to 20 minutes 
Ler Your SALESMEN SELI 
P. A. tells management to do away with 
routine calls 
Contests STIMULATE SALESMEN & SALES 
One way to introduce new-product or 
promote sagging sales 
Less THankinc & More Seviinc’ 
New machine puts finger on poorly-bal- 
anced accounts 
P RAINING THEORIES Plus Practice Work 
FOR CoLtiece Graps 
Iwo U. of T. grads put thesis theme 
into practice 
llow 1oO Maki 
STICK 
Program fosters creative 
Stray Our or THe Orrict 
Salesmen submit short ca po 
Forttowinc Up Saves Leaps 
Here's what to do when a manufacturer 
gives you a prospect's name 
Drrense Pants Neep Speciar HANDLING 
Georgia firm serv 


L ELEPHONES 


Propucr INFORMATION 


ices reactivated bomber 
plant 


SALES IDEAS FOR SALESMEN 


Onty Ont But 


PACTS 


Cat 
THAI 
Here's proof to refute the “order taker” 
defimtion of a salesman 
Tuere’s Mort 
Syracuse 


Ir’s tHE Con 


sells to 
beaten-track” type of user 


salesman 


“off-the- 


I Kip Mysevr” . . JAN. 


It's crazyv—but my 
“Tr's Onty Servic 
Don't think 
customers happy—do it 
No Mera tn Bricks—Bur Sates, Yes. . Fes 
Nashville sales engineer taps brick-mak 
ing market 
Sates Anarysis Mapt 
MEN ee 
Four-step method of Svracuse salesman 
keeps paperwork at absolute minimum 
Ilow to SELL TO “Bic 
BertHas” Jot ; 

This salesman learns something every 
time he calls at a multi-million dollar 
operation 

Pienty oF SaLtap—Ir’s Goop For 
SALEs” 


system works” 
Setis THem”... JAN 


just ibout making your 


Easy FOR SALES- 


INDUSTRY'S 


“Eat 


Coun! . JAN. 


PHAN Fis in Aguartums. JAN. 


Fes. 


rt? 


>y4 


90 


Phoenix salesman 
table packers 
Ileres How Disrrisutrok SALeESMEN 
Get Wuaat Tuey re Arrer—Saves. Mar 
lactics of a Florida & Maine salesman 
are given in this double story 
BREAKDOWN! : Mar 
Here's the story of a South Carolina 
salesman’s “on the spot” solution 
Marae Is Just Rocx, Unt ....Mar 
Industrial supplies are an important part 
ot the marble industry 
He Sects Wirn Movies 5 raved 
Here’s a modern way to do modern sell- 
ing 
Sates Hipe Wuere THey Pour CEMENT 
\ North Carolina salesman helps to 
build plants from the ground up 
Wuen It Pays To Go In Circies.. 
Philadelphia salesman plaved important 
part in new carnival ride design 
Boars Are A-Comin 


sales are in sight for this 


services fruit & vege 


APR 


May 


LAKE 
And 


salesman 


JUNE 


Toledo 


IDEAS FOR MANAGEMENT 


One Less Format ro Worry Asovu1 JAN 
Billing & purchase orders handled faster 
by use of only one form 
luey Teach ‘Tuem Wut 
New 
New employees 
\ Jomnr VentuRI — 
I'riple play: salesman to office staff to 
manufacturer proves to be a winning 
combination 
Sect Yoursecr First 5 aera 
Knoxville distributor first “sold’’ himself 
on the lines he handles 
Eye on Pusiic RELATIONS 
One On PROGRESS 
Hammond distributor helps himself & 
other distributors with this theory 
Simpticiry, Economy, FLEXIBILITY 
\ Chicago distributor's inventory control 
svstem features these three 
Here Customers Make Business Dect- 
sions Witrn INFORMATION sib 
Cleveland house sends monthly news- 
letter to customers 
Spreap tHE News & Herre Your Cus 


lHEY'RE 


take sales course 


Ont 


rOMERS : ‘ 
Charleston salesman converts 
rumors & facts into 4-way sales 
Ler SaresMeN Dramatize Sates Curinic. Apr. 
CLINIC Paria wae > «ee 
A “live” presentation is a feature 
( Next page, please ) 


good 
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An Index Of Industrial Distribution Articles 


Make cue Move 1o «a Better Location. Apr. "52 106 boosted chai saw sales 500 in two 
Deliveries & working conditions improve years 
ler flow is perfected & sales increas Wanr 1o Print SUPPLEMENTARY CATA 
Overneap Comes First, THen Commis LOGS? ; .. «Mar, 
SIONS : "52 Kansas City distributor docs & reports 
Breakeven point determine | Ol tremendous savings 
m nv Posters Promote Goon Pracrict _APR 
fury Ser Up Tuer Own Apbvertisinc Richmond distributor has unique pack 
DEPARIMENT : S iged morale—building campaign 
H me way to bridge the g b Apvertisinc Works Botn Ways May 
tween management and personne! lies key personnel in with kev lines 
k.veryruiInc Is ON One FLoor 
Smooth operation and tighter organiza MEETINGS 
tion are chief benefit 
CGGOVERNMENT Recurations: A’ PERMA Boorus Draw Kecorp Crowns To CEnN- 
vent MANacemMenr PROBLEM rRAL STATES CONVENTION yaierena a 
How a California supply firm helps itself New record of attendance—865—set 
its customers to know and under 650 Arrenp SOUTHERN MEETING ....- MAR 
tund regulation Picture & text report of Biloxi meeting 
Distripurors Meet ar CoLoRADo 
GENERAL Sprincs & SAN FRANCISCO Apr. 52 88 
Iwo regional meetings were held in February 
Panets FEATURED AT SALES SEMINAR Apr. 52 96 
National & American Associations spon- 
sor Chicago session 
CONVENTION Prians Ser FOR ATLANTIC 
by distributor salesmen ; Crry NS 2 May °52 106 
MerAL SCRAP SHortace Is Senious Contact booths & awards are features 
lh inding new sources is one way to solve Conversion Coenbact June 52 97 


the shortage problem I.D.’s report on the Triple Industrial 
Smate Prantrs Can Ger Intro Derenst Supply Convention 


BUSINESS 
How to pass along information to cus 
tomers desiring defense business EDITORIALS 
Loncer Lire ror Toors Can Herr Beat 
SHORTAGES 


Hunting & bisHine 
Hlow one salesman spends leisure h 
Marr, Hors & INpustRiAL Suppties 
Here in “unusual” industry serviced 


PROGRAM FOR 752 , JAN. 
Wuar Our READERS THink FEB 
Sates—$4.]1 Biition Mar. 

) U PRO! - 

ANNuAL Suxvey or Disrrinuror Opera \ Distrisutor Looxs at CuRRENT Pr on 
gr e LEMS ; 5 kasig 

rions—195] oe Mar \\ an May ’S 
MPORTA eahiea at ! 
Distributors face big problems, look _ _— r? 


; oie SALESMEN NEEDED JUN! 
iutiously at “52s prospects 


Pury re Avy TPALKIN« Anout Sevuinc. . APR 


Here's a roundup on the prime topic of DEPARTMENTS 


" onversation these days | a 
ANUPACTURER Honors Dusrriputror a 
Put wheels under “cat” literature. . . JAN 
Unusual award made at sales meeting Measure wire rope easily & efficiently. . . JAN 
Manvuracrurrrs Can Use Distrreutors’ Help customers & employees to a long 
Hep : , ? 0 drink e ° JAN. 
Bolster shelves without losing storage or 
display space . Mar. 
Preve nt strained backs among w arehouse- 
men sale 
Find solutions for old problems in new 
ideas <a 
Take adv antage of a an “event’’... 
Handle long quotations from the field “May 
SALESMEN Say 
Heavier you stock, the more you sell... Fes. 
Don’t sell cooperation short 
Hardware salesmanship is stepping stone. Fes. 
More than ever before service sells them. APR 


Nine essentials of good conservation 
plan are discussed 


SALESMEN 


Distnbutor-manufacturer cooperation 1S 
cecomimng a two-way street 
liow’re You Dornc? 
These itter charts will help you pin- 
point nonproductive operations 
Ture INpusrriat Buyer Tetris You 
bi main points are discussed in the 
relationship between an_ industrial 
iver & his supplie: 
\ New Price INpex 
Bringing up up to date on the eco- 
lomic picture 


} 


sistas 
roby rept 


ee 
mrotryvrtiv 


var ' Knowledge of trade helps supply selling. Apr 
PROMOTION Sorriest man in the world is salesman 
Desicn Your Own Direct Malrtincs Jan.’ without a memory 
Omaha distributor has found it cuts costs Supply business is worth studying 
by 80% Millwright job sets up tool knowledge. . JuNE 
Goop Promorion Means Bic Prorirs...FEs. ’ 3 Handle the products to sell them better. JUNE 
Service program plus selling effort “Get thar fustest with the mostest” .. . JUNE 


- 
vViveuvvivwi 


mrtrvrr 
PmMPDMWO 


MmMNrhyrNy rh 
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An Index of Industrial Distribution Articles 


Here’s a listing of articles that appeared from July through December 1952 





SALES IDEAS 


[Here's Prorir tN NON-STANDARD Items. .fuly “52 54 
One answer to the specialized vs general line question 
2 Sates Hevps ror Toucn Joss July “52 10 
They are manufacturers’ men & you, Mr. Sales Manag¢ 
Ger tHat Speciat Drie Orver... Aug. ‘52 87 
\n imprinted form “more than pays its own ¢ ght 
An ENTIRE OrGANIZATION Beninp Him Aug. ’52 88 
Group effort makes sales—here’s proof 
How to Sect Fire ExXtincuisHers THI 
Year Rounp. Oct 
Nashville firm carried on a 10-month sal 
Preantwork Gets THE ANSWER Oct 
Joint effort, with pooled brainpower, achieves 
\ Recorp ror Sates & SALESMEN Oct 
[his system satisfies salesmen & sparks sales 
SELECTIVE SELLING YrELDS INCREASED SALES 
Nov 
Planned program reduces lines, gives better service 
Contest DesiGNep TO STIMULATE BETTER 
Art. Arounp Sates PERFORMANCI Nov. ’52 92 
Based on salesmen’s sales in 19 major lines 
lo Ger THE Ricur ANSWERS Nov. 752 100 
Pittsburgh sales manager advocates asking the right 
questions 
SPREAD THE Worp FOR PLANNED SELLING. Nov. "52 108 
Sales force needs steady flow of information 
How To INCREASE ErrrecTiVENESS OF INSIDI 
SALFESMEN Dec. ’52 82 
\n inside salesman speaks from experience on this 
Custom Service PROMOTES SALES .Dec. ’52 102 
Plus service is given by this Rochester firm 


SALES IDEAS FOR SALESMEN 


Turee Ways to Burry Up Crry Saves July 52 8§ 
Display-Serve-Suggest says Indiana distributor 
Currostry Prius Action Pays Orr For 
SATLFSMEN July °52 
Cleveiand firm features wire rope slings after prob¢ 
\ Sucerssr or SALESMAN July °52 94 
ow a 27-vear old salesman works toward his goal 
svepty SatesmMAN Looxs Over A 
YISTILLERY Julv "52 9 
opportunities are present in another “unusual” 
industr 
‘srRinUTORS Becominc CONSULTING ENGINEERS? 
Aug "52 S¢ 
distributor looks into the not-so-well-known 
Gooo Seciine Is Seriinc For Kreps Aug. ’ 90 
This sale started ten vears ago 


A Mas wrra New Ipeas Aug. ’°52 92 
tion-line inventions mean new uses for vour 


» eA an” 


“A Jos rox =. Aug. °52 100 
This involved climbing a 100-ft. ladder & spending 
week on narrow catwalks 


12 Guipes ror SELLING ‘Topay Aug. °52 
Salient points on how to sell—not wait for orders 
Your Merarworxinc Marker is Bic 
Loox Bryonp Founpry ror CastinG 
Porcine Gives STRENGTH & Suapt 
Suppriirs Arp is Pressworkinc Metal 
\iacuinine Is tHe Backpone or Mertatworkine 90 
Grinpinc Has Grown Up 94 

Pat's A Bencu Jon Ss 
\sseEMBLY— I HE Key To VOLUME Sates 104 
Qvuatiry Depenps on Finis 110 
Measurinc, INspecTION Comer First & Last 114 
Propuction Hinces ON THE PLANT UNI 116 
Now 1s THE TIMI 120 

GLASSMAKING Is INTRIGUING & A SourRCcE OF SALES 

Oct. °52 92 
\ge-old crafts provide opportunity for tie-in sales 
fur Customer Was UNveR THE SIDEWALK 
Oct. °52 109 
Extra service can bring in extra business 

SMOOTHING SANDPAPER PRODUCTION. . Oct. °52 110 
Iwo salesmen help to design sandpaper-making 

machine 

Sates Virrues THAT Pay OF1 Nov. ’52 98 
Jacksonville salesman lists cardinal principles that 

bring results in sales 

How ro Coupe Saves & SERVICE Nov. "52 102 
Atlanta distributor scored A+ on this one 

Tur Best Parr You Don’t Ser Dec. "52 90 
Skilled salesman renders best part of service under the 

surface 

Starr TuHem Our wirn Exrra Service. .Dec. '52 106 
Newark salesman follows this procedure with new cus 

tomers 

Learn Seriinc Poinrs From Cusromers. Dec. '52 103 

This gives an idea of what to sell and how to 
improve service 


IDEAS FOR MANAGEMENT 


lis Contest Dorsn’t Grr Our or Hanp.July °52 

Let salesmen set rules, feature one product line 
month 

Ir’s tHE Fottow-Up ‘TuHar Counts July °52 
Make sure advertising brings sales not just inquiries 

Pury Came, Tory Saw & Torey Learnep. Aug. °52 
Distributors participate in Business-Education Day 

Anyone Can Use Tuts Back-Orper System 


Here's a file that’s an open book 
llow to Cur Loss Orpers ny | 
This firm worked at the problem from both end 
INVESTMENT IN Exrproyre Wreit-Breinc Lowers 
Opreratinc Costs Oct. °52 88 
\ California supply house achieved these results 
SALES ENGINEERS TRAINED 10 OrDER Oct. 52 9 
Georgia distributor “‘recruit before thes 
graduate 


engineers” 


Next page, please) 
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Index Of 1.D. Articles—July-Dec. '52 (Cont'd) 


ScREEN Fottow-Up [Nguiries ro Save ‘Timi 
Oct. °5 
inquiries minimizes 


2 ~s 

tic approach to handting 
friction 

One Step ar a Lime Oct. °52 10¢ 


lower imutial 


Trial basis system worked well—& at 
ost 

Ant Our Nev Pricinc Is Way to Save Costs 

Nov 

Firm uses four wheel files for net pricing data 

\Miake Your Curisimas List, Yer? No 
\ report on the annual problem—with a ] 

ution 
lt Loox a Dreame & Work By Att \ 


ition can be the keyword in 


t 
, 
In Dusiness 


Don’t Move Untit You're Reapy 
Charleston distributor made the move 
Sarety Is Everysopy’s Business 
New Haven house cut accidents by 5¢ 
@ Sarery @ Simpriciry @ Sprep @ ACCURACY 


Chicago firms svstem of storage & stock 
bines thes« 
Music Luspricarrs Work or Distriputton 
D« 
distributor emp] 
Dressinc Up vor ANorurer 50 Yrars SERVIC! 
D 


ndustr 


} 


Working music” praised by 


Modernization for bett 
Charleston firm 
Do Patrers Pay? 
Ihev did for a Providence 


Dec. °52 


1 
palletized 90 


Its oneration 


GENERAL 


Wuat Is Expecrep or true MANUFACTURER'S 
SALFSMAN ‘ July *52 Si 
Speech delivered by Stuart Russell at 1952 Sales Con 
Perence 
I Dipn’t Ger tur Orperr, But July 52 92 
Cartoon story that should not be listed under Ideas 
for Salesmet 
Guouties ’—Berrer Disrripution ar Carps 
July "52 102 
Here’s what developed from one form of “rubber 
shortage” 
SETTING STANDARDS TO IMPROVE Sates PrERFORMANCI 
July 52 104 
Speech delivered by Noble Hall at AMA Marketing 
Conference 
Can Your Firm Marcu Tris Euproyver Srrvict 
Recorp? ; ; Aug 
108 employees—1,341 service vears 
\ RENEGOTIATION REPORT 
Here’s a sample presentation of a Wichita distributor 
“Tp Like to Give You My Carp” Oct. 52 102 
Printer-turned-distnibutor salesman gives tips on what 
constitutes a good business card 
Tue Reaper—His Mark.... - Oct. "52 112 
Editorial on Audit Bureau of Circulations 
IN tHe Pustic Eyt Nov. ’52 86 
First in our new cover series—Senator William A 
Purtell 
7 Sreps GuARANTEED TO Put Your AvupIENCE TO SLEEP 
Nov. °52 90 
Cartoon treatment of how not to conduct a sales 
meeting 


Dec. "52 
Wallace Campbell 


Musi S PROMOTER 
Second of our cover pers mahties 
of Seattle 
How to Casu-IN oN Your TeteeHone Dec. 
Are vou making maximum usc of 
vice? Read this 


PROMOTION 


Pur THE SHOW ON THE ROAD \ug 2 94 
Pittsburgh firm takes tool show to it istomers 
You Ger Sates Promozion THat Cricks. Oct. 52 104 
Advertising department tailors maternal fo local needs 
INtO rHE CusTOMER’S PocKE! Oct. *52 108 
Folder brings story nght to the custom 
\N ApVERTISING Procramt ON A Limirep Bupcrs 
Dec. "52 94 
} 


by a firm in business only 5 vears 


ind sec 


s been donc 
MEETINGS 
Pictures Treit 1He Srory or tHE TRIPLE 

INDUSTRIAL SUPPLY CONVENTION July 
More pictures from the Atlantic City session 


Recionat Merrvinc Draws 350 ee 


Joint meeti 
EDITORIALS 


Sprak Up July 
Cross CuRRENIS \ug 
Case Luar Pani Sept 
We'tt Suppry Ir Frou Stock, Bur—” .Oct 
Pran Now ror 75 Nov 
Pinte To Say Pranks Dec 


LAYOUT & DISPLAY 


INCREASE COUNTER SALES Aug 


first of three, held i hila 


Hc 


An AeA 
Im 


toto 


5) 
Suggestive selling by attractive display adds to sales 
Ilave A Bic Dispray, Yer Save Spact Aug. °52 
These cabinets hold display & form outer wall 


repair shop 
DEPARTMENTS 
How You Can 
Make it easier to identify stock in inven 
tory July 
Save space storing shovels . +e fuly 
Solve the catalog problem : July 
Put display “up front” Sept. 
Handle wire & manila rope more eff 
ciently : Sept. 
Utilize out-of-the-way spots . Oct 
Help drivers find the way Oct. 
Get tubing downstairs from second floor 
racks safely ‘ : Oct. 
Install simple, but efficient conveyor svys- 
tem eo 
Demonstrate machine at point-of-sale. . . Dec. 
Help warehouseman keep record straight . Dec. 
SALESMEN Say 
Help customers get priorities . Aug. 
Be more than a voice Aug. 
Gentle reminder pushes products . Aug. 
Ads provide “extra calls” . Sept. 
There are two sides of same coin Sept. 
A proving ground of personalities... .. . Sept. 
Give technical & operating information. Nov. 
Put vourself on both sides of desk .. Nov. 


“Iwai 
rmrorr 


val vIviwt 
tm turer 


vivir 
trmvwr 
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